








Brokers 
Here's How To Multiply 


YOUR SALES 


By making every Realtor in the Country your agent 


Move your industrial and commercial listings faster by 


national co-op selling through the Canadian Realtor 


Your advertisement in the Realtor will serve a national co-op purpose. It will: 


@ Show your property to 4,700 members of the Canadian Association 
of Real Estate Boards from coast to coast. 


@ Enable you to sell more, faster, for you will have the co-operative 
efforts of Canada’s realtors at your disposal. 


@ Cost you LESS than conventional methods at present employed (e.g. 
direct mail pieces). 


Advertise your high value properties in The Canadian Realtor and thereby take 
advantage of this national medium to reach your fellow realtors. 


Advertising Rates 


Per Insertion One Time 6 Times 12 Times 
One page $140.00 $125.00 $110.00 
Two-thirds page 118.00 104.00 99.00 
Half-page 84.00 74.00 64.00 
One-third page 64.00 57.00 54.00 
One-quarter page 59.00 52.00 47.00 
One-sixth page 40.00 35.00 30.00 
One-eighth page 30.00 27.00 24.00 


Advertising copy to be mailed to: The Canadian Realtor 
Box 66 


Toronto 18, Ontario 


The Canadian Realtor is published on the 15th of each month. Advertising 
copy to reach publishers no later than the 7th of the month of publication. 





The Canadian Realtor is the official 
organ of real estate in Canada. It is 
published monthly for the Canadian 
Association of Real Estate Boards. 
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Sirs: 

I would like to extend to you 
my congratulations on the publish- 
ing of the first two issues of the 
new “Canadian Realtor.” 

I think you, and all those asso- 
ciated with you, have done an excel- 
lent job. I am sure that the new 
Realtor publication will be heralded 
by all CAREB members as filling a 
great need of organized Real 
Estate in Canada. 

J. A. Weber, 
President, C.A.R.E.B. 
Edmonton, Alta. 


Gentlemen: 

On behalf of the Salesman’s 
Division of the Toronto Real Estate 
Board, we would like to compliment 
the Canadian Association of Real 
Estate Boards for the excellent new 
publication known as “The Can- 
adian Realtor.” 

From comments made to the 
members of our Executive this pub- 
lication from a Salesman’s view- 
point is, by all means, worth its 
weight in gold. We would, there- 
fore like to extend every encour- 
agement that this excellent publica- 
tion may continue. 

Douglas Henderson 

President, Salesmen’s 
Division, 

Toronto Real Estate Board. 


Gentlemen: 

Your Association is to be com- 
plimented on “The Canadian Real- 
tor.” It is very well done... . 

We are in the process of re- 
vamping our board publication and 
I thought you might be interested 
in seeing the proof of a front sheet 
which we are considering. If “The 
Realtor” looks familiar I hope you 
will not find it objectionable. . . . 

Naomi M. Laughlin, 
Executive Secretary, 
Montgomery County Real 
Estate Board Inc., 
Maryland, U.S.A. 


Sirs: 

We would like to subscribe to 
and receive your magazine, “The 
Canadian Realtor.” 


We would appreciate your advice 
as to the annual subscription fee. 
N. Proctor, 
Realties Incorporated, 
Montreal 


Sirs: 

Would you be so kind as to send 
me the July issue of the Canadian 
Realtor. I found in it a very inter- 
esting article on sales and lease- 
back. 

Would you also let me know 
about the possibility of subscribing 
to this interesting magazine. 

Alphonse Riverin, 
Faculte de Commerce, 
Cite Universitaire, 


Ste-Foy, P.Q. 


Sirs: 

Enclosed is a copy of the Mon- 
treal Gazette containing a reference 
to the Canadian Realtor in my 
column. 

Numerous telephone calls have 
resulted from this article together 
with letters from individuals and 
companies wishing information on 
how to obtain subscriptions to the 
Association’s magazine. 

I would appreciate your inform- 
ing as to whether subscriptions are 
available to members of the Associ- 
ation only, or available to anyone 
who might wish to have one. 

I might add, in closing, that 
the magazine impressed me very 
favourably, and I wish it a long 
and successful life. 

James T. Arklay, 
Real Estate Editor, 
Montreal Gazette. 


(At present the Canadian Realtor 
is only being sent to members of 
the Canadian Association of Real 
Estate Boards, however, the matter 
of accepting subscriptions from in- 
‘dividual companies who are not 
actively engaged in selling real es- 
tate is being put before the directors 
of the annual meeting in Edmonton. 
The decision of the directors will 
be announced in a later issue.) 

H. W. Follows, 


Executive Secretary, 
C.A.R.E.B. 


/ 
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Are your 
resort properties 


MOVING? 


For fast action, list your summer 
resorts, motels, hotels and lodges 
in 


Canadian 


TRAVEL 


Business 


The voice of the Tourist Industry 


7,500 Circulation 
Every one a prospective buyer 


Write 
Box 66, Toronto 18, Ontario 





across the Secretary’s desk 





This is Your business — 


This issue of the Realtor will hit 
your desk on the eve of the Asso- 
ciation’s 12th annual conference. 
With 12 years “under our belt,” 
perhaps a quick glance “over the 
shoulder” membershipwise, will 
help us all to realize how much our 
association and its services means 
to an ever-increasing number of 
realtors from coast to coast. 


As secretary of the association, I 
am continually conscious of the 
vital facts of membership. Without 
membership there would be no 
association. Without an association, 
the prestige and ethics of realtors 
would be jeopardised. 

Frankly, membership is our life- 
line. We cannot as an association, 
increase our services unless we con- 
tinue to increase our membership. 
To every realtor who is interested 
in his profession and in the con- 
tinued material rewards that it can 
provide, the question of member- 
ship is of vital concern. 


So far we have been successful 
in achieving aims and 
quotas. Our association was born 
in March, 1943. Then its member- 
ship was meager — 600. Then it 
represented only 18 boards. Today, 
however, the association speaks for 
some 4,000 realtors and we are 
working on “the back 50,” when 
it comes to boards for our board 
membership has just passed the 50 
mark. 


The Future 

What of the future? That’s 
quite a question. Your association, 
its officers and its executive, can do 
only so much. The rest is up to 
you. For it is very true that you 
can help to build membership in 
the CAREB. How? By “Selling” 
your association. Membership has 
to be sold and who better can do 
this than the realtor who is already 
a member? 

Do you recall the advertising 
pitch: “Ask the man who owns 
one.”? Well in this matter of 
increasing membership, the same 


certain 
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and it’s good business 


principles apply. Who better can 
“sell” membership than the satis- 
fied member? 

It is in your interest to see 
your association strengthened. The 
stronger it is, the more weight it 
can throw into the struggle for 
greater realtor recognition. So mem- 
bership is actually your business 
and good business at that. 


Sceptics Convinced 

A quick glance at the advantages 
of membership will convince even 
the most sceptical that CAREB 
really offers something. 

@ A complete educational service 
is available to all members and 
this covers all the essential 
phases of real estate. 

@ A _ correspondence course 
through the Canadian Insti- 
tute of Realtors, now enables 
real estate brokers and sales- 
man to gain professional recog- 
nition. 

@ An efficiently operated and 
fast-growing “wealth of knowl- 
edge” lending library is at the 
service of every member. 

@ Statistical surveys keep mem- 
bers up to date with trends of 
the business. 

@ This magazine, “The Can- 
adian Realtor” is sent to every 
member. 

@ Members have the opportunity 
of meeting fellow realtors at 
annual conferences. Here they 
can discuss problems, hear 
speakers who are experts in 
various phases of the business, 
enjoy fellowship. After the 
conference, complete confer- 


ence reports are sent to all 
members. 


@ Your interests are safeguarded 
by the watchdogs of the asso- 
ciation and your story is told 
to the public through the asso- 
ciation’s sponsored and guided 
public relations programme. 

@ Membership in the Canadian 


Association makes available 





BILL FOLLOWS 
EXECUTIVE SECRETARY 


special privileges in the Na- 
tional Association of Real 
Estate Boards, the largest 
organized group of real estate 
men in the world, with over 
55,000 members. 

The story of what the associa- 
tion offers is an impressive one. 
The “product” you as a member 
have to sell is a good one. 


So how’s about getting out ana 
talking the association, selling the 
association and helping yourself. 


Toronto’s “‘jackpot years” 
Still to come 

Toronto realtors are in for a 
busy 15 years if the predictions of 
Metro planning officials are any 
guide. In the past ten years, some 
100,000 families have moved into 
new homes in Toronto’s suburbs. 
But the biggest building years, say 
the planners are still ahead. 


The reason for all this optimism? 
The building backlog of the de- 
pression and the war, the growing 
population and the continuing high 
level of prosperity. Add to these 
factors, the lowered down payments. 
Since 1945 the population of To- 
ronto has grown by 330,000 and by 
all evidences the population growth 
is accelerating. An expansion cycle 
is in operation. More people mean 
more houses and jobs; more jobs 
mean more people. And so it goes. 

Toronto’s Metropolitan Planning 
Board have designated the period 
1962 to 1970, the “jackpot years.” 
It is then, they estimate that the 
boom will hit its peak, for the chil- 
dren born during the war when the 
birth rate started to zoom, will be 
reaching maturity. They'll be get- 
ting married, establishing families, 
buying new furniture, refrigerators, 
cars — homes. @ 








Mr. J. A. Weber, president of 
the Canadian Association of Real 
Estate Boards, is managing-dir- 
ector of Weber Bros., Edmonton. 


Report from the 


PRESIDENT 














A pat on the back 


This report is being written approximately one 
month prior to the date of the Annual Convention in 
Edmonton. By the time you read this the Convention 
will be just about winding up. 

It is my sincere hope that those of you, who were 
able to attend the Convention, found it a most enjoy- 
able and informative one. If you have, then the full 
credit should go to Mr. Stan Melton and his Conven- 
tion Committee, and to the Edmonton Real Estate 
Board Members in general. 

When you read this report, you will have had an 
opportunity to peruse the first three issues of the 
Canadian Realtor, although as yet only two issues have 
been published, but judging from letters received 
by me, from all parts of Canada, I think the new 
Canadian Realtor has really been met with a lot of 
enthusiasm from CAREB members. We are all indeed 
indebted to Mr. Bud Farlinger and his Editorial Com- 
mittee for the wonderful job they have done. Our 
Executive Secretary, Bill Follows, is also to be most 
heartily congratulated for the fine effort he has put 
in, in this connection. 


National Housing Council 


It might be of interest to the membership to note 
that the officials of Central Mortgage and Housing 
Corporation are endeavouring to form a National 
Housing Council of Canada. A meeting between the 
officials of C.M.H.C. and various other associations, 
concerned with the Housing Industry in Canada, was 
held in Toronto on June 7th. The Canadian Associa- 
tion was represented at the meeting by Mr. Bert 
Willoughby. 

There is much yet to be done, before this Council 
becomes a reality, but from all reports that I have 
received, progress is being made, and it would appear 
that, when the Council is set up, it should prove of 
great benefit to the Housing Industry and to Realtors 
throughout Canada. 


C.A.R.E.B. appreciates Toronto help 


A series of meetings have recently been held 
between representatives of C.A.R.E.B., the Ontario 
Association of Real Estate Boards, and the Toronto 
Real Estate Board. As a result of these meetings new 
arrangements have been made with the Toronto Real 
Estate Board and the Canadian and Ontario Associa- 
tions, with respect to general office over-head charges 
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made to the last mentioned organizations. The 
Canadian Association is indeed appreciative of the 
very co-operative attitude adopted by Toronto Real 
Estate Board President W. H. Dobson and his Execu- 
tive in these discussions. As a result new arrangements 
have been made, which I sincerely hope will prove 
satisfactory to all concerned. 

The Educational Committee is continuing to make 
wonderful progress, and a recent report from Chair- 
man Phil Bedford, indicates that at the date this report 
is being written, somewhere in the neighborhood of 
forty members have sent in their fees to cover the first 
year of the Correspondence Course. The Course will 
get underway in October, and will mark another mile- 
stone in CAREB progress. 

You will be hearing from me again in the October 
issue, when a complete report of the Conference will 
be given. 


J. A. WEBER 
Never too Old 


Selling Real Estate is wonderful, for many reasons, 
to mention one, you never get too old to sell Real 
Estate, as long as you keep your health, both in mind 
and body. 

If when you start into the Real Estate business you 
keep in mind, that you can, and never will be a success, 
unless you enjoy a volume of complete, efficient, and 
honest service, then when you get a few years on your 
life, you will be surprised at the large number of old 
clients that REMEMBER YOU, and what a good job 
you did in the selling of their home. 

I knew a real estate salesman (now dead) that at 
the age of 81 made for himself commissions in one 
year of over $17,000.00. HOW? He was a very good, 
honest salesman all his life, and enjoyed that reputa- 
tion. 

You just don’t grow old in Real Estate. In many 
other kinds of business you are forced to retire at the 
age of 60 years, most of these men are lost in retire- 
ment, they don’t know what or how to use this new 
found time, so they worry, stew, and fret, and sooner 
(mostly sooner) or later die. 

NOT SO in Real Estate. You keep your health 
both in mind and body, keep upright in your shoes, 
and YOU CAN SELL REAL ESTATE INDEFI- 
NITELY. 

The public may retire you if you don’t stay clean, 
but if you are good only the UNDERTAKER will 


retire you. ®@ 


Shortill & Hodgkins Ltd., Toronto. 





What’s in a neighbourhood? 


By Lloyd G. Found, M.A.I. 


As far back as history records, it is apparent that 
humans have gathered in communal areas. An 
analysis of these “neighbourhoods” reveals that the 
inhabitants shared many of the same ideals and 
usually had the same racial origin, religion or means 
of support. 

To define a neighbourhood is as complex a prob- 
lem as analysing a human personality. It is not 
merely a question of understanding its condition at 
present, but rather, its future. Its life story can be 
written by studying the favourable and unfavourable 
attributes allotted to it by man’s ingenuity and 
blundering. While villages are usually all one 
neighbourhood, a town or city is made up of many. 
The city’s strength or weakness is displayed to all by 
looking from one section of it to another. In a poor 
neighbourhood, where homes are deteriorating and 
poverty prevails, the weakness of the city is revealed 
and property values are low; conversely the fine new 
homes and watered lawns reveal the strength and 
wealth of the city. 


Poverty Street 


Do you as salesmen ever wonder why the fine old 
home with brilliant architecture and solid oak joists, 
down by the tracks, is near impossible to sell? Do 
you wonder why Mr. Prospect calls you on the phone 
and says “Where is that home you have advertised 
tonight at $12,500.00"? or why the homes down 
“Poverty Street” are so hard to get mortgage money 
for? Stop and think! It’s the reflection of man’s 
emotions and desires for ownership in some particu- 
lar section of your city. The beautiful old home by 
the tracks is out of place and character and worth 
very little more than others near it which are half 
its size. Mr. Prospect wants to live where his friends 
are and where his social life will be in keeping with 
his neighbours. The mortgage company will not 
invest in property on “Poverty Street”. Would you 
want them to, if you had a block of their stock or 
your life insurance was carried with them? Certainly 
not! Thus the pattern in your city is shown. One 
individual doesn’t make it what it is, but he can 
analyse it. 

Probably the first and most important lesson in 
the study of real estate values, it that a parcel of 
land, or property, cannot be disassociated from its 


CANADIAN REALTOR — SEPTEMBER, 1955 


Your Appraisal Editor, J. |. Stewart is 
a graduate of Toronto University and 
Osgoode Law School. He has studied 
Business Administration and Appraisal. 
Mr. Stewart is Appraisal manager 
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Mr. Found is a Realtor 
in the Town of Lindsay, 
situated about 70 miles 
northeast of Toronto. He 
operates the largest and 
most progressive real 
estate firm in the town. 
Mr. Found is a member of 
both the Appraisal Insti- 
tute of Canada and the 
American Institute of Real 
Estate Appraisers. He 
recently conducted = an 
appraisal course in Peter- 
borough for local realtors 
and appraisers, doing 
most of the lecturing 
himself. 





neighbourhood; it is a part of the neighbourhood 
itself. This is a simple concept, yet is so true. Its 
value is not within itself, is not made up exclusively 
of the physical characteristics it possesses. Value 
flows into the property from the social, economic and 
civic forces which surround it and which together with 
the physical features of the area, make up the neigh- 
bourhood. If a definition is required, then let us say, 
a neighbourhood includes a more or less unified area, 
sometimes with boundaries, which are obvious, and 
with a population which gets along together for some 
reason of more than casual interests; and in such an 
area the character of one property affects the char- 
acter of all others. Each section of the city is 
dependent upon all other sections and on the city 
itself, and the regional background of the whole 
Metropolitan area. The total is made up of the sum 
of the parts. 


Populations Shift 


Populations within neighbourhoods tend to shift, 
causing a change in the whole neighbourhood. In 
any relatively stable city, rapid growth of one district 
automatically means that some other district is going 
to suffer. As a city grows very large, it reaches the 
point where accessibility to the centre is difficult from 
the remote areas. When this happens, there are new 
business centres established, to better serve the needs 
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Some forthright views on the 
question of seaway compensa- 
tion are contained in the article 
appearing on this page. Mr. F. 
Kent Hamilton has taken issue 
with a letter that appeared in 
the Toronto Globe and Mail. This 
appeared under the heading, 
“Fair Compensation in the Sea- 
way Expropriations” and was 
written by Mr. G. |. M. Young, 
of Toronto. 


Following are some extracts 
from the letter: 


“Some of the problems _in- 
volving compensation may be 
insurmountable but there is 
much which can be done for 
dispossessed owners to ensure 
they are given every possible 
opportunity of fair treatment 
in the determination of the 
amount of compensation they 
are to receive. 


“What could be fairer than 
that every owner should be at 
liberty to employ without cost 
to himself, his own properly 
qualified professional property 
valuator to advise him as to 
the value of his interest, and 


to negotiate a settlement on 
his behalf?” 


Mr. Hamilton’s article has 
been written to correct Mr. 
Young’s impression that the 
person dispossessed did not 
have this right of retainer at 
the expense of the expropria- 
tion authority. 


Seaway Expropriations are 
in @ sense unique, in that they 
wipe out whole communities. 
The consequence is that one of 
the grounds very much relied 
on by an appraiser, namely 
that of comparative values, is 
non existent; or to put it in an- 
other way, there is no other 
piece of property in the same 
community which the dispos- 
sessed person might acquire. 


This particular condition of 
affairs should be kept in mind 
as being somewhat different 
from expropriations in a city 
such as Hamilton, where should 
one small community be wiped 
out for use by the public 
authorities, there is still in 
existence, possible substitutions 
in the immediate community. 
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The seaway will displace thousands of 
precedents to guide compensation as 


A fair basis for S 


by 
F. Kent HamiltonLLB., 
Past President of the 
Hamilton Real Estate Board 


It is the privilege of an owner 
and as part of his compensation to 
receive and pay for expert advice 
on the amount of damage or loss 
he will suffer by reason of the 
forcible taking of his property. 


The problem goes deeper. It 
centres around the limitations im- 
posed by the decided legal cases. 
A real estate appraiser, as he is 
called here, or a Chartered Sur- 
veyor as he is called in England, 
must know and apply the prin- 
ciples as decided by the Courts as 
being the correct basis for arriving 
at the amount of compensation to 
be paid. 

The first great principle applied 
is to pay the value to the owner for 
the purposes for which it is being 
used plus the present cash value of 


higher and better potentialities. 
Sounds simple, doesn’t it? But 
millions of words have been writ- 
ten in thousands of cases in an 
effort to arrive at the correct inter- 
pretation of this principle. 


Valuing the land in itself is 
comparatively free from many of 
the complications which arise when 
buildings are taken. 


The Courts have never allowed 
the replacement values of a build- 
ing, nor have they taken into con- 
sideration the financial status of the 
owner. 


An appraiser must apply these 
legal principles in preparing his 
valuation. He may well realize 
that his client John Jones is going 
to find himself in a tough position 
because of the limitations imposed. 
The appraiser must first arrive at 
the theoretical replacement cost. 
He sets this at $10,000.00. He 
finds that the home was built sixty 
years ago but has been well main- 
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tained. He finds that it has many 
obsolete features. He must decide 
the percentage of cost he must 
deduct for depreciation and the 
obsolete features. Here enters his 
first conflict. Is he an advocate for 
his client? Or is he a Judge? As 
an advocate he knows that the less 
he deducts, the higher the net 
value and the greater the com- 
pensation. As a Judge, he knows 
he is not deducting enough. He 
decides that he must deduct 40% 
for both factors. The present value 
is therefore $6,000.00. But he 
knows that his client cannot build 
a substitute home for the $6,000.00 
he might receive but that it will cost 
at least $9,500.00. Where is his 
client, a workman, going to find the 
$3,500.00 he is short, but what is 
more to the point, why should he 
have to find it? 


This situation of John Jones 
repeated a thousand times or more 
is the underlying cause of unrest 
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and uncertainty in the minds of the 
owners. 

What can be done about it? 
Must the legislature overrule the 
case law and how far should it go? 


“The very consideration which 
Judges most rarely mention and 
always with an apology, are the 
secret root from which the law 
draws all the juices of life. I 
mean, of course, what is the 
expedient for the community con- 
cerned?” 


Thus spoke Mr. Justice Holmes, 
one of the great liberal Judges of 
English speaking jurisprudence. 
He became known as “The Great 
Dissenter” because he was away 
ahead of his time. But his dissent- 
ing judgments became majority 
judgments as the times caught up 
with him. 


What is expedient for the com- 
munity concerned? 


I am concerned for the trap in 
which John Jones may be caught, 


and to a lesser degree the resident 
farmer. Industrial and Commercial 
enterprises are business. The pres- 
ent law gives them ample scope 
for compensation. 


Is it not expedient for the com- 
munity concerned that every home 
owner and perhaps every farmer be 
re-located at the expense of the 
expropriating authority? 


The nearest approach to attain- 
ing this objective is to eliminate 
the factor of depreciation. Obso- 
lescence must still be a factor. To 
illustrate: Our friend John Jones 
may be living in an old fashioned 
brick house built in the nineties of 
the last century. To attempt to 
replace it with the same kind of 
materials and of the same plan 
would not only be foolish, but per- 
haps impossible. But granted the 
right in appraising to substitute in 
theory with modern materials, we 
perhaps have an obsolete and over- 
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Why can't | sell it Myself? 


This is the client’s perennial question — a realtor takes 
a look at the question and offers some answers... 


An owner who wants to sell his 
home himself in to-day’s market is 
“penny wise and pound foolish”. 
He has visions of a market that 
supposedly pays fabulous prices for 
homes with little or no sales effort. 
And thinking that the sale itself is 
all there is to a real estate trans- 
action, he goes ahead — usually 
bogging down in a confusion of 
finance, law and wasted effort. The 
author suggests several facts to con- 
vince such owners that real estate 
selling demands specialized knowl- 


edge of the field. 


Every home owner, faced with 
the problem of selling his property, 
generally asks himself two specula- 
tive questions: 


“Why can’t I sell it myself? Why 
should I hire a real estate broker 
and pay him a fancy price?” 

How do we help our prospects 
resolve the answers to these ques- 
tions? How do we help them ap- 
praise the value of the services he 
might reasonably expect from a 
broker as opposed to the sum the 
commission represents? 
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A tested method of answering 
these questions is by asking an- 
other question of the prospect. 
Let’s ask our home owner several 
questions. His answers should ade- 
quately point out to him what 
functions the real estate broker per- 
forms in selling property. Now 
our questions ... Mr. Home Owner: 


Have You the ability to Sell? 


Do you understand the skill and 
psychology necessary to effectively 
make a sale? Do you have sufh- 
cient “product” knowledge — that 
is, understanding of home construc- 
tion and functional use, so that you 
can talk intelligently to the pros- 
pect? It takes a lot of salesman- 
ship in order to sell a house. You 
must sense from the prospects what 
it is that he wants, when he has 
reached a decision in his mind, and 
when he is ready to close the sale. 
The act of closing the sale is, in 
itself, an important part of your 
entire sales effort. 


The broker’s answer: We have 
participated in the sale of literally 


hundreds of homes. Knowledge of 
homes, the market, functional use, 
neighborhoods, and last but not 
least, salesmanship are all part of 
the experienced help you get for 
that commission. 


Can You evaluate your own 
property? 

The value of a property in rela- 
tionship to its marketability at a 
definite price may be determined 
easily. A house is a highly specific 
piece of merchandise. Its worth is 
based on many factors, not the least 
of which is the livability value to 
the purchaser. Pressure may be put 
on you to sell for a figure that is 
below the true selling price, parti- 
cularly if seemingly few buyers 
appear and you get anxious and 
apprehensive about the 
salability of your property. 


ultimate 


The broker’s answer: “We bring 
you years of experience in evaluat- 
ing your property. Our advice to 
you would be to place as accurate a 
valuation as possible on your prop- 
erty in order that it might be sold 


Memorize these 10 counter-questions and 
be prepared for the next encounter 


on the market in a normal length of 
time. We are in constant touch 
with the market and receive many 
reports on the actual sales prices 
of homes, many just like yours. We 
know from daily contact with real 
estate what price your home should 
bring on the present market.” 





Do You have access to 
prospective buyers? 


How would you Mr. Home 
Owner, go about finding prospects 
for your property? Outside of the 
pulling power of your newspaper 
ads or the sign in front of your 
home, do you have any contacts 
that might prove fruitful to the sale 
of your home? 


The broker’s answer: We have 
a number of prospects who are in 
the market for specific types of 
property. These prospects rely on 
a broker’s judgment. One of these 
prospects might be just the pur- 
chaser for your home. We make 
it a part of our work to solicit pros- 
pects by telephone, mail and direct 
contacts. Our contacts are as wide 
as my entire professional career”. 


Can You write advertise- 
ments? 


Are you capable of writing the 
kind of ads that “pull”? People 
have to be sold on the idea of be- 
coming interested in a particular 
house. How would you go about 
your advertising campaign? Would 
you run the ad daily? Would you 
run it in the Sunday edition only? 
Would you put in your address or 
just the phone number? Would 
you say “No Sunday calls” or per- 
haps, “No callers before 11 a.m.? 

The broker’s answer: “I have 
written real estate ads for various 
types of property for many years. 
I receive services from various firms 
on the types of ads that do the best 
job. I keep up with the field by 
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reading about real estate advertising 
problems in various trade magazines 
and books. I know from experience 
and from this up-to-date informa- 
tion how to do the most effective 
advertising of your property”. 
Are You available? 

Are you and your wife going to 
be around, ready to sell your house 
at all times? Selling a house is a 
24 hour-a-day-job. A prospective 
buyer may show up at any time — 
and usually does. If you are not 
at home when a prospect phones or 
drives over, it might well be that 
the one potential buyer for your 
house has been lost. 

The broker’s answer: “We are 
‘on tap’ at all times. If we cannot 
get the prospect into your house, 
we will show it to the best of our 
ability under the circumstances. We 
will keep the prospect interested 
and contact you so that arrange- 
ments for showing the house can 
be made”. 


Do You have Patience? 

Will you have the courage, sta- 
mina, and strength of character in 
the event that it will require 60, 90, 
120 days for the sale or longer. 
Many property transactions take an 
even longer period of time. There 
will be times of doubtful anxiety in 
your mind — times when you will 
be tempted to “dump the house on 
the market” to get rid of it and off 
your chest. 

The broker’s answer: “We are 
your counselor and guide during 
the period of time your house is up 
for sale. We understand how long 
it takes to market certain pieces of 
property. We can assure you as 
to its market-ability and to the fair- 
ness of price which we together have 
placed on the property. We will 
back you up and help you realize 
what you honestly should receive”. 


Can You answer objections? 


Are you in a position to answer 
such objections as “It’s only a one- 
car garage,” or “There are no lava- 

oT ” 
tory facilities on the first floor,” or 
“I don’t like the way this living 
room is arranged.” Since you are 


the owner, more than likely your 


answer to the objection would be in 
the manner of defence. You would 
be put in the position of defending 
your property, rather than explain- 
ing that the features referred to 
may have good aspects as well as 
negative. 


The broker’s answer: “We have 
been through literally hundreds of 
homes and have a broad back- 
ground on which to make com- 
parisons and offer sound advice to 
the purchaser. We are a disinter- 
ested third party, with the interests 
of both the seller and purchaser in 
mind. Our answers to objections 
will spring from sound experience 
and unbiased viewpoint”. 
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Can You follow through? 


Do you have the time, and if you 
have the time, the know-how neces- 
sary to make an adequate effort on 
customer follow-up? You may not 
be aware of it, but homes generally 
are not sold on the basis of one 
showing with a resultant “I'll take 
it”. There was a short period of 
time when they were quickly sold, 
but that time is past. A home is a 
big item and the prospective pur- 
chaser wants to think it over for 


some time. He wants to be sure. 


The broker’s answer: ‘We are 
in a position to call back on a likely 
prospect. We are a neutral party. 
We can ‘talk over’ the problems 
incident to buying a house with the 
prospect and in all likelihood con- 
vert a lukewarm interest into an 
effective buying action”. 
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by 
W. L. Gilliland 
(Sun Life Assurance Co.) 


Until fairly recently, mortgage 
lending has been pretty well con- 
fined to single family dwellings, 
apartment houses, retail stores and 
office buildings. Lending on fac- 
tories has been considered a little 
too risky for the conservative in- 
vestor. It has now been conceded 
that with the proper safeguards, 
loans on industrial properties need 
not be any riskier than loans on 
other types of real estate. 


Most lending institutions do not 
regard the property as the funda- 
mental security for an industrial 
mortgage. They consider the earn- 
ing power of the enterprise to be 
of prime importance. 


The mortgage may be made with 
equal safety to a strong company 
eccupying its own building, or on 
a property leased to a strong com- 
pany, in which case the lease would 
be assigned to the lending institu- 
tion. The mortgage would norm- 
ally be repaid during the term of 
the lease. 


Assume that as a realtor, you 
have arranged for the purchase of 
a site for your client, an architect 
has drawn preliminary plans and 
specifications, and a tentative lease 
has been arranged. You now want 
to obtain a mortgage commitment 
on the property. 


The lending company will have 
to make an appraisal of the prop- 
erty and to do so, will require a 
copy of the plans including plot 
plan, the specifications, and a copy 
of the lease or offer to lease. They 
will also want to know the cost of 
the land and the estimated cost of 
the building. The appraisal will 


be made in the normal manner using 
the three recognized approaches to 
value; first, cost or reproduction; 
second, income or capitalization; 


and third, a comparative or market 
approach. Most weight is usually 
given to the income approach. 


In assessing the mortgage risk, 
the important item will be the esti- 





2 | factories a good investment? 


Industrial mortgages are a recent investment field for 
lending institutions — here is how the y assess it. 


mate of the future earning power 
of the tenant. It is advisable to 
point out to your client in the 
early stages of any negotiations that 
before any leasing or mortgage ar- 
rangements can be made, they will 
be called upon to produce financial 
statements, including balance sheets 
and operating statements for the 
previous ten years. You may say 
that many companies will not have 
been in existence for that length of 
time. The answer, of course, is 
that the lending institution would 
hardly be interested in such a loan, 
unless the company has been operat- 
ing for a considerable period. He 
must show a record of achievement, 
because its future prospects can 
best be estimated from its past per- 
formance. 


In Toronto we get a great many 
newly formed subsidiaries of large 
United States corporations and in 
such cases the lending company will 
usually require the parent company 
to guarantee the lease or mortgage 
in order to make it a satisfactory 
investment. It is wise to let your 
client know at an early stage that 
the parent company may have to 
enter into such a guarantee. 


An analysis of the financial state- 
ments of a company will disclose 
the trend from year to year, of 
sales, cost of sales, selling and 
administrative expenses, the gross 
profit, depreciation, net profit and 
taxes. The working capital posi- 
tion and change in net worth are 
also of considerable importance. 


But there’s a great deal of in- 
formation regarding the company 
which cannot be obtained from the 
financial statements. For instance, 
the following aspects do not show 
up on a statement: — the com- 
pany’s products, the type of sales 
organization, existing production 
facilities, number and type of em- 
ployees, labour relations, customers, 
history of company, key personnel, 
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and continuity of management. 
Most companies have a catalogue 
of their products which may be 
supplied to the lending institution. 
Frequently the company will write 
you a letter or provide this kind of 
information through discussion with 
the senior executives. 


With all this data the lending 
company can determine whether it 
is dealing with a company that is 
well managed, properly financed, 
with good production facilities, in 
a good competitive position in its 
own field, has a product with con- 
sumer acceptance and a profitable 
history. If the company meets 
these requirements then a mortgage 
loan on the real estate occupied by 
the company should prove to be a 
sound investment. 


The real estate has not received 
much consideration so far, and it 
is possible for a company with a 
very good record and prospects to 
have unforeseen reverses. The re- 
sult? — the lending institution may 
be forced to foreclose on the prop- 
erty to obtain satisfaction for the 
debt. If this happens and the lend- 
ing company obtains title, it is a 
foregone conclusion that the debt is 
going to exceed the market value, 
otherwise the owner would sell the 
property and obtain any equity over 
and above the indebtedness. 


When making the loan the lend- 
ing company will therefore prefer 
new, modern, one-storey, light in- 
dustrial buildings that are suitable 
for many different manufacturing 
companies. The plant will prob- 
ably be built in the suburbs with 
easy access to the main highways 
and will usually contain a mini- 
mum of 8,000 square feet with 
about 10% of it for office space. 
There should be ample room for 
parking and further expansion. In 
short, what is desired is a saleable 
property and not one which is 
special purpose and thus of limited 
sales appeal. 


The credit ratings of companies 
will vary. Some may be “triple A” 
and others only “good.” There 
will also be different kinds of real 
estate involved. Certain properties 
may be excellent physical security 
and others only adequate for the 
loan. The mortgage company will 
consider all the facts and on occa- 
sion may decide that the risk 
warrants something less than the 
maximum 60% loan, perhaps only 
40 or 50%. It might be that a very 
strong company could obtain a 
60% loan on inferior real estate, 
while a weaker company might 
obtain a 60% loan because it had 
attractive real estate. Every applica- 
tion is decided on its merits and if 
you make sure you are dealing with 
a reasonably strong client, it should 
be possible to arrange mortgage 
financing without too much difh- 
culty. 


A new type of industrial financing 
known as a purchase lease back 
has come into vogue during the 
past few years. For example, a 
manufacturer with an_ excellent 
record and credit rating may sell 
its real estate to an insurance com- 
pany and lease it back on a long 
term lease. The rental would be 
sufficient to yield a_ reasonable 
return on the investment and also 
amortize the debt during the term 
of the lease. The advantages to the 
borrower are that the property will 
be suitable to his needs, working 
capital can be preserved, certain 
tax benefits may accrue and the 
annual rental will probably not 
exceed the going rent for similar 
properties. The lender obtains an 
adequate interest return and will 
benefit from residual value the 
property may have at the expira- 
tion of its lease. 


As a rule mortgages on industrial 
buildings are for relatively large 
amounts and only companies with 
top credit ratings are considered. @ 
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A Realtor looks at the two most common 
forms of business and frankly appraises 


your question ... which shall it be... 


Incorporation 


Most real estate businesses are 
operated either as sole proprietor- 
ships or partnerships with very few 
carrying on business as incorporated 
companies. This is primarily be- 
cause real estate salesmanship is 
a personalized business and many 
of our most successful realtors 
operate either alone or through a 
relatively small number of §sales- 
men. In this way, they give per- 
sonal service in all matters and per- 
sonally supervise all expenditures 
by their staff. In many cases their 
office equipment and furniture is 
fully paid for, rental on their 
offices is not exorbitant and their 
monthly advertising bills are paid 
when due; in other words their lia- 
bilities are largely current ones and 
their personal obligations in busi- 
ness arise daily and are met daily. 


Considering the above it is easy 
to understand why the idea of 
incorporation does not appeal to 
realtors. The basic purpose of 
forming an incorporated company 
are first, to protect the individuals 
making up the firm from personal 
liability and secondly, to benefit 
from taxation laws and regulations. 
In most real estate operations the 
personal liability is protected by 
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or 


Partnership 


by 
J. |. Stewart 


current payments of accounts which 
in turn are personally scrutinized 
to keep them to a minimum. Fur- 
thermore, the benefits of taxation 
are not as noticeable in businesses 
which earn up to about $10,000 
annually. 


Keeping in mind that the part- 
ners (or sole proprietor) in a firm 
are the same persons as the salary 
recipients and shareholders in a 
company, let us consider some dif- 
ferences between the two methods 
of operating. 


The chief difference between a 
sole proprietorship or partnership 
on the one hand and a company on 
the other, is that the latter forms 
in law a separate entity from its 
shareholders while in the former no 
distinction is made between the 
partnership and its individual part- 
ners. A simple illustration is that 
a shareholder can sue or be sued by 
the company and can also contract 
with it, whereas a partner cannot. 
Having in mind the separate exist- 
ence given to a company by its 
incorporation we can see that any 
creditor suing, cannot go behind 
the charter of the company to get 
at the shareholders personally. In 
other words, the shareholder can- 


not be sued for the debts of the 
company while the partner can. 
The shareholder’s loss is limited to 
the amount he has invested. 


Another feature of the company 
is that it has a continuous existence 
while a partnership is dissolved by 
the death or retirement of a part- 
ner (see sections 13 & 41 of the 
RE & BB Act). Also, interests in 
the company and its property are 
represented by shares which can be 
readily transferred. The affairs are 
governed by a board of directors 
elected by the shareholders, while 
with a partnership, transfer of an 
interest can only be carried out with 
the consent of the other partners 
and there is no definite way of con- 
trolling the management or system. 
Also, any partner can bind the firm 
within the scope of its business, 
while in a company a shareholder 
cannot do so. 


It seems clear from the above 
that outside investors will be more 
likely to put their money into incor- 
porated companies than into a part- 
nership but this is not really of 
much importance in a real estate 
office as the only capital normally 
required is that of the proprietor or 
partners. Most realtors then are 
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concerned more with the mechani- 
cal and income advantages or dis- 
advantages of incorporating. 


Mechanically the partnership is 
simpler to direct because a com- 
pany has to file several reports with 
the government and there are also 
several taxes levied which though 
not onerous in amount are still a 
nuisance. Also as mentioned above, 
the life of a company is everlasting 
and so if it wishes. to go out of 
business it must get the approval 
from the government with subse- 
quent expense and delay as it must 
also do if it wishes to change its 
powers or capital structure, whereas 
a partnership can be dissolved or 
change its set-up merely on the 
agreement of the partners. In 
short, the very informality of the 
partnership or sole proprietorship 
has appeal for many in our busi- 
ness. However, the advantages of 
incorporation should be considered 
in the light of the factors affecting 
each firm. 

The tax implications have been 
mentioned earlier. A discussion of 
this factor will be of help in under- 
standing the whole problem. Em- 
phasis must be given to the fact 
that under Canadian tax laws there 
is double taxation of corporate in- 
come. The profits of the corpora- 
tion are taxed as well as those 
portions of profits that are dis- 
tributed to shareholders who in 
turn must pay tax on whatever they 
receive. Under a partnership, no 
tax is payable by the firm on its 
profits but is instead paid by the 
partners on the amount accruing to 
each just as every individual pays 
personal income tax. They get the 
same deductions as anyone else and 
pay according to the normal scale. 

When we consider the taxation 
of a company, other factors enter 


the picture. If a shareholder is 
working for the company he will be 
paid a salary (which comes out of 
corporate earnings) and he is per- 
sonally taxed on the salary. These 
salaries must be reasonable in light 
of services rendered and cannot nor- 
mally be of a high enough total to 
consume the whole of the profits. 
These profits, after salaries and 
taxes have been paid can either be 
distributed to the shareholders as 
dividends or added to a surplus 
fund. If they are distributed as 
dividends the recipients are taxed 
on them over and above their 
salaries. If they are added to sur- 
plus (which is the common situa- 
tion) they are not taxed until dis- 
tributed. On two occasions the 
Dominion Government in 1930 and 
1945 has made tax concessions to 
permit distribution of these accumu- 
lated profits on favourable tax 
terms. 


It will be appreciated, that nor- 
mally only in the case where all 
profits are distributed in the year 
they are earned, will taxation under 
incorporation exceed that under a 
partnership and even that is not 
always true. If some or all the 
profits are retained as working 
capital then the taxes will be less 
and it is always possible that the 
government will end the problem 
of double taxation or make tax con- 
cessions in which case dividends 
could be paid to reduce accumulated 
surplus. A 1949 amendment to the 
Income Tax Act reduced the taxes 
on small corporations earning up 
to $10,000.00 annually by substan- 
tially lowering the rate payable by 
all corporations on the first $10,- 
000.00 profit and increasing that 
payable on profits over that amount. 
It was further provided that reci- 
pients of dividends could deduct 


from their taxes 10% of the amount 
o: the dividends. Some of this 
benefit has been lost in more recent 
amendments. 


In addition to double federal 
taxation, corporations in Ontario 
and Quebec must pay a provincial 
income tax but this can be substan- 
tially avzided in small corporations 
as the salaries consume most of the 
profits. Mention was made of what 
might be .alled “nuisance taxes” 
levied against corporations in On- 
tario and Quebec. They are, a tax 
on capital and a tax on place of 
business — they are small but still 
involve the filing of forms. 


Should a realtor then  incor- 
porate? It is felt that the answer 
to this question must be made on 
some basis other than taxation dif- 
ferences as these vary so much 
according to how one acts with 
regard to profits. In general a 
small office with the proprietor or 
partners doing most of the selling 
themselves and not planning to pass 
the business on to a wife, son or 
daughter, will operate with consid- 
erably less trouble (and perhaps 
lower taxes) than they would on an 
incorporated company. 


However, in a real estate opera- 
tion employing several salesmen or 
requiring outside financial backing 
or where there is a wife, son or 
daughter to carry on the business, 
incorporation is probably a better 
solution. 

The following table using figures 
dating from 1952 may illustrate the 
picture from a taxation point of 
view. Keep in mind that in column 
3 showing no profits paid out as 
dividends, the salaried shareholder 
can use the accumulated surplus as 
working capital, assuming a mar- 
ried exemption of $2,000.00. @ 





(1) 
Profits before 


Tax payable by 


(2) (3) 


Combined tax of 


(4) 


Combined tax of 














salary. sole proprietor. corporation and corporation and 
shareholder after shareholder after 
latter receives latter receives 
good salary. $8,000 salary 
plus all profits 
as dividends. 
$10,000 7 $1,660.00 $1,580.00 $1,985.00 
15,000 7 3,360.00 2,680.00 4,310.00 
20,000 5,210.00 4,932.00 7,100.00 
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For the past two years the 
Alberta Real Estate Association has 
sponsored a first and second year 
educational course of Real Estate 
Principles and Practices in conjunc- 
tion with the Department of Exten- 
sion, University of Alberta. These 
courses have been held in Calgary 
and Edmonton for both years and 
for one year in Lethbridge. 


The University authorities have 
now prepared bound copies of all 
the lectures given at these courses, 
and additional copies may be 
obtained for the sum of $2.00 each. 


Copies have been supplied to 
those realtors who took the courses, 
but it is believed that a number of 
real estate agents and salesmen 
throughout the province who did 
not find it possible or convenient to 
attend in person, may wish to have 
a personal copy of the lectures. 


All those interested in the copy 
are asked to phone or write the 
Alberta Real Estate Association 
office — 308, 8th Ave. West, Cal- 
gary, and the required number will 


be ordered from the University of 
Alberta. 


Calgary Board announces 


The regular monthly meetings of 
the Calgary Real Estate Board were 
suspended during July and August, 
but will resume Friday, Sept. 16th at 
the Alsan Club. 


Prizes will be awarded to 20 sales- 
men who reached the point quota in 
the past two months contest, and 
gold watches will be presented to 
Mr. Les Todd “high” man during 
June and Mr. H. Darrol Tarves 
who topped all others during the 
month of July. 
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Real Estate 
Association 


A first Annual Golf Tournament 
spensored by the Calgary Real 
Estate Board and open to all physi- 
cally able realtors will be held at 
the Earl Grey Golf Club, Friday, 
August 12th. An excellent turnout 
is assured and will include Mr. 
Harry Kurtz of Home Sales pro- 
vided he can find the ball he lost 
in 1951. Confirmation has now 
been received from the Canadian 
Amateur Golf Association that the 
winner cf the Calgary Realtors 
Tournament will not represent Al- 


berta in the Willingdon Cup. 


Alberta membership grows 


Membership in the Alberta Asso- 
ciation continues to increase in all 
centres. A comparison of the mem- 
bership shows the following: 


Dec. July Inc. 


Calgary 122 152 30 
Edmonton 147 175 28 
Red Deer __. 7 10 3 
Lethbridge 20 24 4 
Country points 86 113 7 


382 474 


|SIS 


“Land of the Igloo” 
The Calgary Real Estate Board 


expects to be well represented at the 
Naticnal Convention in September. 
Present indications are that more 
than 60 realtors are making the 
long and arduous trip to the “Land 
of the Igloo”. Reports filtering 
down from the north country show 
promise that Edmonton will more 
than outdo itself and produce one 
of the finest conventions yet. 


EXECUTIVE COMMITTEE 


Stanley Melton, President, Edmonton 

A. M. Edwards, Vice-President, Calgary 
Directors: G. Magnussen, Lethbridge; E. R. 
Wiseman, Red Deer; H. Molstad, Edmonton; 
D. Johnson, Calgary; E. J. Card, Cardston. 
W. Frank Johns, Secretary-Treasurer, 
308—8th Avenue West, Calgary 


Here’s to speedy recover 
) y 


Sincere best wishes for a speedy 
recovery are extended to Mr. Jack 
Rickard of Realty Service Ltd. 
presently confined to the Baker 
Memorial Sanatorium at Bowness. 
Jack would appreciate letters and 
reading material, and more particu- 
larly personal visits from his many 
realtor friends. 


Applications ... 


Applications are currently being 
received by the Calgary Real Estate 
Board from realtors and salesmen 
who have been active members of 
the board for 5 years or more. It 
is planned to present Calgary Real 
Estate Board lapel pins to qualified 
applicants at the Annual Banquet 
and Dance to be held in the early 
part of December this year. 


Meetings addressed 
During the past month Mr. W. F. 


Johns addressed sales meetings at 
the following real estate companies: 
Todd Realty, Rich & Jackson, D. 
Tarves Realty, Finlayson & Burni- 
ston, Campbell & Haliburton, and 
H. S. Kent & Associates. 


Weber Bros. Agencies Ltd. 


Specializing in 
COMMERCIAL — INDUSTRIAL 
and 
RESIDENTIAL REAL ESTATE SALES 
PROPERTY MANAGEMENT & APPRAISALS 


J. A. WEBER 


Managing-Director 


P. O. Box 37, Edmonton 
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Real estate business soon 


to be Canada’s biggest 


Real estate is fast becoming Can- 
ada’s biggest business, the sales- 
men’s division of the Vancouver 
Real Estate Board was told at a 
special two-day convention. Doug 
Johnson of Calgary made this 
statement to nearly 1,000 salesmen 
during his lecture training confer- 
ence. 


Mr. Johnson, who is former sec- 
retary of the Real Estate Board in 
Calgary and trainer of more than 
3,000 salesmen across Canada, told 
the salesmen that they should be 
proud of their profession and show 
optimism in its future. 

“Homes now rate among the top 
four commodities vying for the con- 
sumer dollar,” he said. “The other 
three are food, clothing and auto- 
mobiles. Statistics show that the 
average Canadian family moves 


Second time winners 


Although there are more than 
300 salesmen entered in the Cal- 
gary Co-op contest, Mr. Tarves be- 
comes the second individual to top 
all participants a second time in the 
past 18 months. Mr. Maurice 
Stenson of Rich & Jackson is the 
other second-time winner. 

Mr. Al Leinweber of Burn-Weber 
continues to set the pace in the 
race for the trip to Hawaii on the 
basis of points calculated to July 
31st. 


Calgary’s Co-op 


During the month of July the 
Calgary Real Estate Board Co- 
operative Listing Bureau had sales 
amounting to 42% of all listings 
submitted and continues the ap- 
proximately one million dollars per 
month gross sales which has been 
the pace for the first 7 months in 
1955. It is anticipated that this 
fall will see the Calgary Co-op 
achieve monthly sales of one and 
one-half million dollars based on 
an estimated population of 170,000. 
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every five years. This is being 
helped along by the do-it-yourself 
trend as people take a greater pride 
in their homes and are continually 
Striving to improve their living 
accommodations.” 

Easing up of mortgage money is 
also having a beneficial effect on 
real estate business, Mr. Johnson 
pointed out. A person no longer 
has to beg for money—mortgage 
men are knocking on doors offering 
to loan money on homes. With the 
banks in the field it is becoming 
increasingly easier for more people 
to purchase homes. 

Mr. Johnson said that real estate 
men in the U.S. are looking to 1955 
as the biggest business year since 
the war. He said that the same 
trend will become evident in Can- 
ada over the next few months. 


Membership drive 


Publicity material and personal 
invitations to take in the National 
Convention at Edmonton, have been 
sent out by the Alberta Real Estate 
Association to all real estate agents 
and salesmen in the Province of 
Alberta not presently members of 
the Association. The Membership 
Committee under the Chairmanship 
of Mr. Howard Kelly are hopeful 
that these invitations may encourage 
many applications to the Provincial 


body. 


Favourable progress 


The many realtor friends of Mr. 
Benny Speer, salesman with Rich & 
Jackson, will be pleased to know 
that he has returned to Calgary, 
following a further operation at 
Rochester, Minn. Benny is pro- 
gressing favourably, and it will be 
necessary for him to return to the 
Mayo Clinic later in the year for 
additional treatment. All of the 
members of the Calgary Real Estate 
Beard wish Benny a speedy and 
complete recovery. 












S. S. STEVENSON 
& CO. LTD. 


Refer your clients moving to 
Winnipeg to us. 


We specialize in the sale of homes 
in the best residential areas. 






231 Curry Bldg. Winnipeg 





PROFESSIONAL 
LISTINGS 


J. Donald Dewar 


BARRISTER & SOLICITOR 


4891 Dundas St. W., 
TORONTO (Etobicoke) 
BE. 1-1731 


Anderson, Bourdon, 
Sinclair & Walters 


BARRISTER & SOLICITORS 


2881 Dundas St. W. 
RO. 7-2127 











Humphrey & Locke 


BARRISTER & SOLICITORS 


330 Bay Street, 
TORONTO 
EM. 4-5238 





Hanks & Irwin 
ARCHITECTS 


2848 Bloor St. W., 
TORONTO 
RO. 6-4155 





Walter Smith & Co. 
Accountants & Auditors 


2461 Bloor St. West, 
TORONTO 
RO. 9-4113 







We Cover 


“BEAUTIFUL VANCOUVER ISLAND 
ON THE BLUE PACIFIC’ 


Nanaimo Realty Company 
NANAIMO, B.C. 


Rates for Professional Listings 


$50.00 
$80.00 


For six insertions 
For twelve insertions 
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Mr. Arthur Storm 


Hamilton 


Hamilton Sales Conference 


This year the Hamilton Board 
will again present a One Day Sales 
Conference and invites brokers and 
salesmen from all over Ontario to 
come and hear two outstanding 
speakers. 

The registration fee will be kept 
as close to cost as possible and the 
session will proceed as last year, 
from morning to evening with 
luncheon supplied. 

The Hamilton Board is proud to 
present Mr. Arthur Storm and Mr. 
David L. Montonna, M.A.I., S.R.A., 
as its speakers who, we feel sure, 
will give you something to think 
about. 

Mr. Storm is one of those inspir- 
ing human dynamos who is Execu- 
tive Vice-President of Geo. H. 
Beckmann Inc., Teaneck, N.J. He 
is past District Vice-President of 
the New Jersey Association of Real 
Estate Boards; Past-President, Tea- 
neck and Eastern Bergen County 
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Association 


of 
Real 
Estate Boards 


Board of Realtors; Past-President, 
Teaneck Chamber of Commerce; 
Past - President, Teaneck Rotary 
Club and Past District Governor 
of Rotary International. 


Mr. David L. Montonna, M.A.L., 
S.R.A., hardly needs an introduc- 
tion to Canadian Realtors. For 
those who are unfortunate enough 
not to know him, he is a Member 
of the Governing Council; General 
Chairman of the Education Com- 
mittee; Member of the Executive 
Committee of the American Insti- 
tute of Real Estate Appraisers. He 
is a nationally known lecturer, 
author and teacher with broad 
experience throughout the U.S.A. 
and some foreign countries in 
brokerage, mortgage lending and 
appraisals covering all types of 
properties. He has served as lec- 
turer and Dean in more than 20 
universities and colleges, and he 
has written many feature articles 
on all phases of appraisal work. 
He is well known in Toronto for 
three very successful appraisal 
courses. 


Take advantage of the opportuni- 
ty to hear these men on Nov. 4th, 
at the Royal Connaught Hotel, 
Hamilton, 9:30 a.m. to 4:30 p.m. 


St. Catherines 


New Board publication 
The St. Catharines board have 


recently entered the growing board 
news-letter field and certainly con- 
gratulations are due to the board 
and to the editorial staff of A. 
Hawreliuk, J. J. Dywan and Mrs. 
Cheevers for their fine efforts with 
the first issue. 


As yet the publication is name- 
less but not for long as the St. 
Catharines board have started a 
“You Name It” contest with a prize 


THE ONTARIO REALTOR 


EXECUTIVE COMMITTEE 


Bert Katz, President, Ottawa 

C. R. Whitney; Vice-President, Kitchener 
Regional Directors: F. C. Corp, Windsor; L. J. 
Smythe, Hamilton; W. J. Nix, Toronto; R. J. 
Flatt, Fort William; F. N. McFarlane, Ottawa 


H. W. Follows, Secretary-Treasurer, 
1883 Yonge Street, Toronto 


Ontario Section Editor, F. N. McFarlane 





Davy Crockett of Real Estate. 
Glenn Fehrman, President of the 
Hamilton Board’s Salesmen‘s Division 
presents Mr. George Truman, imme- 
diate Past President and Chairman 
of the Past Presidents’ Committee with 
an award won by the Past Presidents 
in an attendance contest between the 
Past Presidents and the Salesmen’s 
Division. 





to the winner. Perhaps members 
from other boards may have some 
suggestions along these lines and, 
although we understand the con- 
test is restricted to St. Catharines 
members, we feel they would appre- 
ciate suggestions from any source. 

One very interesting item we 
noticed in the initial issue is that 
the St. Catharines board have made 
a map of their city available to 
board members. The map is espe- 
cially prepared for the members 


and shows the zoning regulations. 


O.A.R.E.B. 34th Annual 


Conference 


All roads lead to Windsor for 
the next O.A.R.E.B. Conference. 
Mark these dates in your calendar 
now! ! ! 

Sunday, Monday, Tuesday — 
February 12, 13, 14, 1956. Prince 
Edward Hotel, Windsor, Ontario. 
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A Salesman: Definition — 

He who works with his hands is 
a laborer. He who works with his 
hands and his head is a craftsman. 
He who works with his hands, head 
and heart is an artist. He who 
works with his hands and his head 
and his heart and his feet and uses 
them all to attend the \Ontario 
Association Convention in Windsor, 
Feb. 12-14, 1956, is a real salesman. 


Secretary Bill Follows 
Asks a question 


Are you getting the most from 
your Association? 

In this issue we are going to put 
our Association on the reviewing 
stand and highlight the Associa- 
tion Services. As a member of 
O.A.R.E.B. this information is of 
vital interest to you and we urge 
you to read carefully the following 
points. (Remember, the benefit of 
any Association is to those who take 
advantage of what the Association 
has to offer.) 

Review the Association Services, 
check off those that you use, then 
answer the questions, “Are you 
getting the most from your Associa- 
tion?” 

1. Photo Co-Operative Listing 
— The largest Co-Operative listing 
service in Canada — Province Wide 
distribution reaching some 3,000 
O.A.R.E.B. members. Offer your 
clients this service through your 
Ontario Association. 

2. The Canadian Realtor — Al- 
though published under the name 
“Canadian Realtor” this publica- 
tion embodies the former |Ontario 
Realtor. The Ontario Section re- 
ports news and views of happenings 
in the province as well as a full 
length feature article each month. 


Founded 1896 
REAL ESTATE 


RESIDENTIAL 
COMMERCIAL 


FARMS 
INSURANCE 
PROPERTY MANAGEMENT 


Roy Building - Halifax, Nova Scotia 
ROY LIMITED 
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Please keep in mind that this sec- 
tion is yours and we are most 
anxious to report news of interest 
to you. Assist us by giving us the 
benefit of your thoughts, your 
criticisms and your suggestions. 

3. Speakers Bureau—Any Board 
in Ontario can obtain a high calibre 
speaker on any real estate topic by 
contacting the secretary of the 
Association. The Association pays 
travelling expenses for these 
speakers who donate their time. 
Boards contribute nominal amounts 
towards defraying these costs. This 
service can pay big dividends to 
your board members. Keep your 
board meetings 


interesting and 
informative. 


4. Farm Brokers Committee — 
A special committee to give special 
services to brokers in the business 
of selling and appraising farms. 
Up-to-date library text books avail- 
able at the association offices. 


5. Group Insurance Plan — Low 
cost Sickness, Accident and Life 
Insurance for brokers and their 
staffs. By participating on a 
province-wide basis, insurance is 
available too at group cost. 


6. University Courses — The 
Ontario Association sponsors uni- 
versity lecture courses from time to 
time which may be attended by any 
member of the Association in 
Ontario. 


7. Advance Courses to Boards 
— The Association retains a skilled 
lecturer who can be obtained by 
any board to put on lecture courses 
in their city of such duration as 
may be required. 

8. Conferences — Each year in 
a central city in our province, the 
annual meeting of the Association 
is held, at which time the finest 
speakers available are obtained for 
a down-to-earth educational pro- 
gramme including open forums, 
panel discussions, etc. In addition, 
conferences occur from time to 
time in various regions throughout 
the province, usually one day affairs 
and always designed to bring educa- 
tional benefits to those attending. 

9. Standard Forms — There is 
a standing committee on standard 
forms which is constantly alert to 
spot weaknesses in existing forms, 


IN WINDSOR IT’S 


U. G. REAUME 


LIMITED 


Residential, Commercial, 
Appraisals, 
Property Management, Farms, 
Summer Properties. 


EVERY INQUIRY 
PROMPTLY ANSWERED 


176 London Street West, 
802 Canada Trust Building 


REALTOR — 
GENERAL INSURANCE 


Telephone Cl 4-9289 





SERVING 
CANADA'S CAPITAL 
since 


1917 


Leddy-McFarlane Ltd. 
REALTORS 
198 Bank St. - 
2-4854 


Ottawa 





EVERYBODY 


reads the 


Spectator 


There are more Spectators sold in 
Hamilton DAILY than there 
are homes in the city. 


FOR COMPLETE COVERAGE AND 
QUICK ADVERTISING RESULTS 
use 
SPECTATOR 
WANT ADS 


Serving one of Canada’s fastest 
growing areas 


THE HAMILTON SPECTATOR 


Est. 1846 Hamilton, Ontario 








For Sale 


Please write for Illustrated Bro- 
chures covering the following 
desirable properties located in 


BRITISH COLUMBIA 
Full courtesy to C.A.R.E.B. 


Members 


- Gentleman’s Estate, on Vancouver 

Island, particularly suitable for 
retired officer of the Armed Forces. 
Delightful Home and 15 acres. 
Excellent value at $30,000.00. Ad- 
ditional farm land available if 
desired. Owner will accept pay- 
ment in sterling, payable in 
England. 
Poultry Breeding Farm on Van- 
couver Island, 210 acres — Ex- 
cellent residence, farm buildings 
and machinery and equipment. 
Price of $85,000.00 includes ap- 
proximately 5,000 Breeding Stock 
of Hens, Pullets and Breeding 
Cockerels. 


Good Terms to reliable party 


Blane, Fullerton 


& White 
LIMITED 


Insurance Managers 
Business Established 1926 


517 Hamilton Street, 
Vancouver, B.C. 


Realtors — 








Many realtors have 


found the general in- 
surance business a pro- 
fitable sideline to real 


estate. 


Our group of indepen- 
dent companies pro- 
vides the necessary fa- 


cilities. 


WE WILL FORWARD 
INFORMATION ON AGENCY 
APPOINTMENTS ON REQUEST 


Massie and Renwick Ltd. 


COMPANY MANAGERS 


800 Bay St. - Toronto 
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and to improve the standard forms 
used by our members. The fol- 
lowing is a list of material and 
forms available from the Associa- 
tion:— 


Offer to Purchase, Exclusive Co- 
Operative Listing Agreement, Ex- 
clusive Listing Agreement, Open 
Listing Agreement, Farm Property 
Listing Agreement, Offer to Lease, 
Offer to Exchange, Option to Pur- 
chase, Sales Record Sheets, Co-Op 
Binders (Large & Small), Realtor 
Cuts (Large & Small), Construc- 
tion Pointer Sheets. 


10. John Doe Forms — This is 
a book of sample wordings for 
various types of contracts under 
varying circumstances. There are 
numerous samples of Offers to 
Purchase, wordings, also sample 
wordings for Offer to Exchange, 
Options, Offers to Lease, etc. Pos- 
session of one of these books should 
be a pre-requisite of membership 
in your board. 


11. Real Estate Salesman’s Hand 
Book — This publication issued by 
the National Association of Real 
Estate Boards and available through 
your Association, is the most com- 
pact handbook of real estate prac- 
tices and procedure ever devised. It 
has been revised through the years 
and the most recent revision makes 
it a very comprehensive educational 
course in itself. This book also 
includes handy tables for amortiza- 
tion of mortgages, annuity tables, 
etc. 


12. National Association Serv- 
ices — Through arrangement by 
the Canadian Association of Real 
Estate Boards with the National 
Association of Real Estate Boards 
in the United States, membership 
in that organization can be obtained 
by any of our members at half the 
usual cost, and all the literature 
and educational benefits emanating 
from that source is available to us. 


13. Assistance to Boards — The 
experience of all boards in the 
province is exchanged through the 
Association and the benefits passed 
on through the inspired and un- 
selfish efforts of those who take 
office in the Association and also 
those who are willing to travel to 


other boards imparting knowledge 
and new ideas. It is important that 
your board take advantage of these 
benefits. It is also important that 
your board members participate in 
activities outside of their own board, 
as by sharing their experiences, they 
strengthen their convictions and 
broaden their views. 


14. Board Achievement — The 
use of “OSCAR,” and its applica- 
tion to your board can act as a 
measuring stick of the progress you 
are making from year to year 
through the questionnaires based 
on “OSCAR” which are distributed 
to every board. Competitions on 
this basis will be announced from 
time to time. 


15. Legal Council — The Asso- 
ciation retains solicitors to advise 
it in legal matters and it is prepared 
to assist any board on matters 
which may require legal interpreta- 
tion. 


16. License Law Committee — 
This committee keeps a close liaison 
with the Department of Insurance 
and is constantly guarding your 
interests by taking steps to stem 
any proposed legislation which may 
be harmful to our business. This 
committee also strives to improve 
existing legislation. Our Associa- 
tion is in excellent standing with 
the department and has rendered 
advice and assistance to the depart- 
ment when requested. Every board 
should send recommendations to 
this committee from time to time. 


In addition to all of the above 
services, there are, of course, many 
values of Association membership 
that cannot be assessed in terms of 
dollars. The term realtor, the con- 
stant public relations program car- 
ried out by the Association, the 
representation on your behalf with 
local, provincial and Dominion 
governments . . . to name only a 
few of the intrinsic values of mem- 


bership. 


In conclusion we would point out 
that all services rendered by your 
Association are included in mem- 
bership fees, and all supplies such 
as standard forms, are provided at 
cost. We urge you to take every 
advantage of your association mem- 


bership — it can pay big dividends. 
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Honesty ... Truthfulness ... 
Sincerity ... Knowledge or 


Have these become 


DEAD VIRTUES? 


In preparing this article for the 
Canadian Realtor, my thoughts go 
back to 1922 when the Ontario 
Association of Real Estate Boards 
was founded. It was my privilege 
to be present at that historic meet- 
ing when a small group of Realtors, 
representing the limited number of 
Real Estate Boards in Ontario at 
that time, met in the City of 
Toronto and brought into being 
our Provincial organization. 


The temporary group of officers 
immediately set to work to prepare 
a constitution and also a Code of 
Ethics. Thirty-three years have 
passed and yet we have the same 
corner stone principle in our Code 
of Ethics. It’s not new but has 
come down to us through twenty 
centuries embodied in the golden 
rule — “Whatsoever ye would that 
men should do unto you, do ye also 
unto them.” 


We have 35 articles in our Code 
of Ethics. They set out our profes- 
sional relations as well as our rela- 
tions with our clients, our customers 
and our competitors. They are all 
tied in with a duty that daily rests 
upon each one of us; that is, to 
make an honest effort to practice 


the Golden Rule. 


Let us never forget that our busi- 
ness is one of trust. We must, by 
honest intelligent effort, sound 
advice and courteous service, build 
our individual businesses. If we 
exhibit these qualities, then we are 
building on a solid foundation. 


There are three types of people 
in ours as well as other lines of 
business ;— 
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First — The “Every Man for Him- 
self” type; 

Second — The “Live and Let Live” 
type; and 

Third — The “Live and Help Live” 


man. 


May I submit that the last fellow 
is the one who acts in true harmony 
with our Real Estate Code of Ethics 
and which should guide our con- 
duct day by day. 


To be faithful to our code of 


ethics requires from each of us the 
following qualities: — 


HONESTY 


I once interviewed an ambitious 
young Realtor who has since be- 
come very successful. I asked him 
how he would define honesty. He 
gave me this illustration. “You are 
in a strange city and enter a store 
to make a purchase which costs two 
dollars; you give the clerk a five 
dollar bill and she hands you back 
change for ten dollars. This is 
where real honesty applies — with- 
out hesitating you return to her the 
extra five dollars given you by 
mistake.” 


TRUTHFULNESS 
Truth has been defined as a cardi- 


nal virtue. I once heard a speaker 
who was stressing the importance 
of truth both in Public affairs and 
also in business say “Some people 
get their early training in the 
importance of truth in a Sunday 
School Class-room; others get their 
advanced training by doing busi- 
ness with liars.” He said “I have 
learned both ways.” It is well for 
each of us to remember — 





The following article is by 
C. W. Ross, well known Ottawa 
Realtor. Mr. Ross has been en- 
gaged in the Real Estate Busi- 
ness in the Capital City for 45 
years. He is a charter member 
and assisted in the organiza- 
tion of the Ottawa Real Estate 
Board, the Ontario Association 
of Real Estate Boards and the 
Canadian Association of Real 
Estate Boards. He is a Past 
President of the Ottawa Real 
Estate Board and the Ontario 
Association of Real Estate 
Boards. 


Truth is an asset but a lie is a 
liability on a persons character. 


SINCERITY 


We live in an age when there is 
a great deal of exaggeration, double 
talk and slickness. These things do 
not belong in the Real Estate Busi- 
ness if we are true to our code of 
ethics. Let us make the title 
“REALTOR” a symbol of sincerity. 

Many of our members will be 
engaged by clients to present assess- 
ment appeals before Courts of Revi- 
sion, County Judges or higher 
judicial bodies; also the settlement 
of property claims before the Ex- 
chequer Court of Canada. Here is 
where you have to be sure of your 
supporting data, present it in an 
orderly way, and give your evidence 
in a courteous, sincere manner. — 
Regardless of how large the fee 
that is offered you, don’t accept any 
conditional appraisals, and don’t 
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Unmatched Selection! 


No doubt you are quite aware that The Star 
publishes a great many more: real estate 
advertisements than any other Toronto news- 
paper, but you may not realize just how many 
more. During the first eight months of this 
year the score for “Properties for Sale” adver- 
tisements is Star 70,195, 2nd paper 38,267, 
3rd paper 11,368. 


Is it any wonder that a great many more 
homeseekers turn to The Star to find what they 
want? And it is not surprising that real estate 
dealers find their advertising dollars return 
much better dividends when they use The Star. 
Call EMpire 8-3611 to advertise. 


TORONTO DAILY STAR 















ALL PHASES INDUSTRIAL 

COMMERCIAL AND RESIDENTIAL 
REAL ESTATE 

including appraisals 


and property management 


CHAMBERS & MEREDITH 


Limited Realtors 





24 KING STREET WEST 


TORONTO 
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continued 


of the neighbourhoods. Thus commercial  sub- 
centres come into being and the city pattern grows 
more complex. The newer residential areas affect the 
old, and people who can afford to move into the new 
sections do so; and are supplanted by residents of 
lower income status who move into the old sections; 
or the vacated homes are torn down to make way for 
apartment buildings and commercial enterprises. 
Sometimes values by these changes are enhanced and 
in others decreased. In any event, changes in values 
always take place. Transition is always present in a 
property and similarly in the neighbourhood and the 
city. 

The perennial problems affecting a town or city 
must go back to the source of the problem. The 
neighbourhood itself. Its land use pattern; its 
relation to the rest of the city; the nature of its 
approaches and visual aspects; the utilities pattern; 
shopping facilities; nuisances and hazards; geographi- 
cal and topographical features; the life stage it is in. 
All these things and more make up the analysis. As 
the child is born, grows, reaches maturity and begins 
to age, so does the life of the neighbourhood, but, not 
so the city. With progress and planning its boun- 
daries push on and on and the pattern of transition 
and change is unfolded for us with city’s growth and 
the neighbourhood’s change. 


New ideas, new creations, the progress of science, 
the developing of new building materials bring new 
desires and modern homes. Zoning regulations, tax 
burdens or advantages, schools or no schools, 
churches, recreational facilities, employment and 
climate bring new desires to the hearts of man, and 
with that desire the values of real estate rise or fall. 
The threat of the hydrogen bomb has caused the 
building of many beautiful winterized homes on 
Canada’s northern lakes. Communities and _neigh- 
bourhoods are being created. Only a few of the 
cautious have, or can afford such preparations; the 
city moves on and out, visually unaffected. History 
alone can write the true story, but man through his 
ingenuity can mold the pattern. 


To protect his investment in the neighbourhood, 
man has created the building permit, the zoning by- 
law and the threat of violence, or conformity by force. 
Racial discrimination rears its ugly head and property 
owners’ organizations spring up. The city council is 
descended upon and even the courts employed. The 
very foundations of democracy are shaken by the 
desire of the property owners to keep their neighbour- 
hood just as it has been or at times, to change it. 
Does a neighbourhood affect a city? The answer 
then is obvious. Yes! With the same force as a glue 
factory would affect a $25,000.00 home. 


People gather together to sing, to pray, to work 
or complain. They gather to bring in the harvests, 
to live out their twilight years or build for new and 
better things. Thus the neighbourhood is created and 
from it the town and the city. That’s why, Mr. 
Salesman, that prospect on the telephone said, “This 
home at $12,500.00; Where is it?” © 








SEAWAY 
Continued 


size dwelling when compared with 
modern living and reasonable 
requirements. 


To apply the replacement rule is 
a fiction. It is better defined as 
the substitution rule. 


Is it possible and practicable to 
set down a form of procedure 
based on the substitution 
Let’s try. 


rule? 


1. All home owners and resident 
farmers shall have the option of 
accepting a cash settlement or of 
being re-located. 


2. Re-location of homes shall be 
limited: to the new sites established 
by the expropriating authority. 

3. Plans and specifications of 
substitute home and townsite plan- 
ning shall be under the control of 
the expropriating authority based 
on a study of the requirements of 
the owners to be re-located. 

4. Should re-location of farmers 
prove difficult, the expropriators 
call for a cash settlement. 

5. If an owner elects to take a 
substituted home, he shall be given 
possession without cost to him. If 
he has an equity of redemption 
only, or in other words, if his 
home is mortgaged, his new home 
will be subject to a mortgage of a 
like amount. 


In addition, he shall be allowed 
a sum to indemnify him for the 
incidental costs of moving and a 
fixed fee on a sliding scale to pay 
for legal fees and appraisal costs. 


Human nature being what it is, 
some preposterous claims will be 
made by or on behalf of some 
owners. The negotiators for the 
expropriating authority must take 
the attitude of defense against such 
claims but at the same time 
approaching the matter from a 
semi-judicial viewpoint. The prin- 
ciple of giving the benefit of the 
doubt to the claimant has been 
recognized in legal decisions. He 
must not be victimized. 

A word of caution to the powers 
that be. The Government should 
take care that it does not leave 
itself open to the accusation of 
“Packing the Court”. The final 
authority must be so constituted as 
to leave no opening for an accusa- 
tion of bias. @ 
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SELL IT MYSELF 


continued 


Do You have legal help to 
close the sale? 


Do you have the necessary legal 
knowledge, methods and resources 
necessary to the proper closing of 
a real estate transaction? Do you 
know whether or not you would be 
protected in your own interests, as 
well as the interests of the pur- 
chaser? Are you sure the sale will 
stay closed? Do you understand 
all the steps that must be taken in 
order to legally close the sale? Do 
you have the time to carry through 
on these details?” 

The broker’s answer: “We have 
closed many sales in our career and 
are intimately aware of all the 
steps that must be taken to insure a 
legal and bona fide contract for 
sale. We know when legal advice 
must be sought. In the long run 
we are in a position to save you a 
lot of trouble and headaches, based 
upon experience in avoiding what 
might result in difficult legal situa- 
tions”. 


Can You finance the Sale? 


Can you obtain adequate financ- 
ing for the prospective purchaser 
of your home? Most homes, as 
everyone realizes are not sold on a 
“cash on the barrel head”, basis. 
Rather, the purchaser must obtain 
financing from some source. Do 
you have the contacts, the time, the 
know-how to obtain this financing? 

The broker’s answer: “We know 
all the sources of financing that are 
presently available for different 
types and price ranges of homes. 
I maintain contacts with the various 
lending institutions and actually 
know the approximate amount that 
could be obtained on any particular 
piece of property. I know the 
method and the means necessary to 
obtain adequate financing for the 
prospective purchaser.” 

Mr. Home Owner, look over the 
preceding list of 10 questions. If 
you can answer “Yes” to most of 
these questions, then you are cap- 
able of selling your own home. 
However, if you cannot answer 
“Yes” to the preceding questions, 
then by all means it is to your 
absolute advantage to engage a real 
estate broker. @ 


DEAD VIRTUES 
continued 


present assessment appeals unless 
they are justified. Make up your 
mind what is the right course to 
follow and stick to it. It will bring 
you prestige, and the better class 
of employment in the days that lie 
ahead. 


To the young men in the Realty 
business who intend to make this 
profession their life work, I would 
like to give this advice; — “Study 
carefully your Code of Ethics, and 
get a clear idea of the duties and 
responsibilities it imposes on you 
as a Realtor. In some respects 
building a business is like building 
a house — both need a solid foun- 
dation. May the four cornerstones 
of your business be — Honesty 
— Truthfullness — Sincerity and 
Knowledge. Remember ethical con- 
duct and sincere, intelligent service 
will be the Invisible Advertisement 
that will produce excellent results.” 
Man never knows exactly what is 

right 
So torn between a purpose and a 


doubt 


He first builds windows to let in 
the light, 


AND then hangs curtains up to 
keep it out. 


We owe a tribute of appreciation 
to the vision of the men who pre- 
pared our first Code of Ethics back 
in 1922. They set up wide windows 
of honest ethical conduct. Let us 
keep those windows clean. Let us 
each do our part to raise the 
standard of our business to a truly 


professional basis. @ 


O.A.R.E.B. STATIONERY 


In accordance with the decision 
of your executive all O.A.R.E.B. 
stationery is to be ordered by active 
board members from their board 


Secretary. 


Individual active mem- 
bers may still obtain Association 
supplies and forms direct from the 
Asscciation offices. This new system 
will provide you with faster service 
regarding O.A.R.E.B. stationery, 
all you do is call your board Secre- 
tary who will have a supply of 
forms etc. on hand. 
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E. W. Gladstone reports 
on Geneva Conference 


The sixth international congress 
of real estate men, held in Geneva, 
Switzerland, during June this year 
was the most unique and interesting 
professional convention I have 
ever attended. Delegates were 
there from three continents repre- 
senting Austria, Belgium, Denmark, 
England, Finland, France, Ger- 
many, Holland, Italy, Spain, Swit- 
zerland, Brazil, Canada, the United 
States and Mexico. 


Unlike conferences on our side 
of the Atlantic, the subjects dis- 
cussed were almost entirely con- 
cerned with the construction, reha- 
bilitation, maintainance, financing 
and management of residential 
properties. Much time was devoted 
to the discussion of ways and means 
of altering various governmental 
decrees such as: — rent control, 
free movement of finances from 
country to country, guarantee and 
encouragement of mortgage invest 
ments etc. It became obvious to 
me, that in the opinion and prac- 
tice of European real estate men, 
the actual selling of real estate was 
such a negligible factor that it 
wasn’t even included in the Agenda 
for discussion. 


International Co-op 


When the chairman opened a 
session for the discussion of new 
business, I brought up the question 
of selling investment property on 
an International Co - Operative 
Listing System. I explained the 
workings of the Co-Op Listings of 
the Toronto Real Estate Board and 
of the Ontario and Canadian Asso- 
ciation of Real Estate Boards. 


Great interest was shown and I 
was asked to submit a brief on this 
subject to the International Execu- 
tive. The President and Executive 
appointed me as a member of the 
Resolutions Committee on which I 
served. Later, I was recommended 
and elected as a Vice-President of 
the International Real Estate Fed- 
eration. 
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Seven Point Resolution 


The work of the conference was 
finally crystallized in a seven point 
resolution, as follows:— 


1. That the right to own prop- 
erty is sacred for every man, in 
that it secures the liberty of the 
individual and constitutes the basis 
of a free society. 


2. That all governmental and 
municipal restrictions on the free 
market in land and rent is counter 
to the policy of housing for all 
and should be abolished; that 
governments and _ municipalities 
should discontinue the ownership 
of housing for the people and offer 
their lands for private buildings on 
terms permitting low rents. 


3. That only a free market in 
property and a true respect for it 
permits investments of savings in 
buildings of all kinds and in their 


maintainance. 


4. That action be taken in all 
nations for mutual insurance of 
savings deposits in banks and for 
guaranteeing the repayment of 
mortgage loans. 


5. That the conservation and 
renewal of buildings be encouraged 
by our members in their countries 
by appropriate laws, and that loans 
be provided for this purpose. 


6. That private international in- 
vestments and the flow of their 
income be facilitated by treaties of 
friendship and commerce between 
friendly countries. 


7. That legislation to implement 
co-ownership be undertaken in our 
countries without delay and that 
such legislation shall establish the 
general principles for such co- 
ownership. 


The seventh conference in 1956 
will be held in the newly liberated 
city of Vienna and I sincerely 
recommend that all forward looking 
and ambitious real estate men 
attend. © 





As delegate for the CAREB, 
E. W. “Gene” Gladstone attend- 
ed the 6th annual conference 
of the International Real Estate 
Federation held in Geneva dur- 
ing June. In recognition of his 
worldwide interest in real estate 
problems, he was appointed 
Vice-President for the 7th an- 
nual conference which will con- 
vene in Vienna in 1956. 


E. W. Gladstone was born in 
Roumania, but at the age of 18 
he came to the United States 
alone in 1923. He attended 
Carnegie Tech in Pittsburg then 
moved to Canada to build his 
future. He settled in Saskatoon 
at first and attended U. of S. 
Later, he moved east and took 
up the insurance business in 
Toronto, Kitchener and Guelph. 
He was selected to manage the 
branch office of one large in- 
surance company in Timmins, 
later moving into the real estate 
field. He served as alderman in 
Timmins for two years and took 
a keen interest in welfare work 
through his chairmanship of the 
Welfare Department. In 1946 
he moved to Toronto where he 
has been ever since. 


As a linguist he has been 
called upon to act as interpreter 
in many court cases in Canada. 


Teday, “Gene” Gladstone is 
one of Toronto’s foremost real- 
tors in the real estate invest- 
ment field. His rapid success 
started in 1951 through his 
volume sales of large apartment 
blocks. Now he deals exclusively 
in investment properties and 
lease-back sales. 


_____—s APPRAISAL SECTION Continued 


Appraisal Editor: 

In taking advantage of the offer 
for questions for the answer box, 
may I ask, what appears to me as 
a little perplexing. 


(It is a wrong basis of assessment 
to proceed, in the absence of evi- 
dence of intention to subdivide, on 
the assumption that if subdivided 
the land would be saleable in the 
next twelve months at a certain 
figure. “Manning Municipal Tax- 
ation in Canada 1937”, Page 162.) 
In other words it must be valued as 
is and thus eliminating all guess 
work. 


Now! On _ establishing rental 
income for Capitalization, the ap- 
praiser must make a guess as to 
what a hypothetical tenant will pay 
a hypothetical landlord at the 
present time and at least four to 
five years in the future. This stab 
in the dark is a gamble which a 
qualified appraiser would hesitate. 
Future income is _ problematical 


after one year, in the second year 
Rental Control could step in and 
other conditions crop up detri- 
mental to income. A change in 


interest rates, etc. 


Question. Why is one method 
of appraisal based on facts and the 
other on predictions? 

Yours truly, 
L. E. HYDE, 
Realtor. 


Answer, as to why an assessor 
must value property in its present 
use, whereas an appraiser should 
consider potential future uses. 


The assessor is required to 
appraise real property under strict 
statutory conditions and in all 


statutes to which the editor has had 
recourse words equivalent to “con- 
sideration shall be given to the 
present use” appear. In other words, 
by statute, the assessor can consider 
only the present use. 

The professional real estate ap- 
praiser, on the other hand, is not 
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bound by any statute and so in esti- 
mating market value will consider 
the land as being in its highest and 
best use. Mr. Hyde comments that 
the appraiser is making a stab in 
the dark in estimating rentals which 
a hypothetical tenant will pay a 
hypothetical landlord four or five 
years in the future. Any qualified 
appraiser should be able to estimate 
fairly accurately the rental which 
a given property will bring as of 
the date of appraisal and he should 
know in his own location the normal 
lease term expectable for proper- 
ties of the type under appraisement 
in light of the level of rental he 
believes the property will command 
from the type of tenant visualized. 
Therefore, there is little or no 
guess work for the first lease term. 


In as far as renewals of the lease 
are concerned, there is of course a 
considerable amount of guess work 
but a qualified appraiser in esti- 
mating the present worth of future 
benefits should employ a method 
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eee APPRAISAL SECTION continued 


of capitalization of the estimated 
which will be 
keeping with the type of income 


income most in 


stream visualized. If an appraiser 
can visualize a twenty year lease 
then he may use an annuity premise 
for estimating the present worth 
and guess work is eliminated for 
twenty years. If he can visualize 
leases of say only two, five or ten 
years duration, then the competent 
appraiser will capitalize the income 
stream by the straight capitaliza- 
tion, straight line depreciation 
method which automatically allows 
for a decline in income each and 


every year. This decline varies in 


accordance with the rates selected 
and in any given lease for say five 
years, the rate of decline might be 
as high as 2% or 3% per year. As 
the rent will not decline at all dur- 
ing the five years of the lease, this 
would allow for an overall decline 
in the first renewal (at the end of 
five years) of say from 10% to 15% 
and so by applying this method of 
capitalization the appraiser at least 
estimates value on a conservative 
basis and with the anticipation that 
as the building gets older the rental 
will decrease. 

Mr. Hyde is quite correct in 
pointing out that legislative and 
other changes could materially alter 


the income pattern of a property; 
the experienced appraiser cannot, of 
foretell such fundamental 
by keeping 
posted on current events of a local 
and national character (which every 
real estate broker, salesman and 
appraiser should do), we can, to 
some extent, the future 
trend of property values and the 
qualified appraiser, while hesitating 
to gamble by a stab in the dark, 
will through analysis of all sur- 


course, 


changes. However, 


forecast 


rounding circumstances, be able to 
arrive at a supportable estimate of 
value which can be just as strong 
as the predictability of the data on 
which it is based. @ 





QUESTION BOX 


QUESTION: 


In your July appraisal article it is stated that 
“small bites” should be taken out of problems and 
you cite the example of estimating accrued deprecia- 
tion by actual observation of depreciated items. Does 
this mean that an appraiser or realtor should not 
apply a flat percentage rate to allow for all the 
depreciation in a house or building? 


ANSWER: 


A flat percentage implies that the property 
depreciates at an exactly equal rate and in an exact 
amount each year. We know this is not true as 
new structures do not wear out physically as quickly 
as old. An overall percentage for depreciation 
should only be applied in cases where the deprecia- 
tion and cost are of very secondary importance and 
then only after a careful analysis of the market to 
see what percentage the actual type of property in 
question indicates is proper. In any careful appraisal, 
at least some “observed contion” depreciation should 
be applied and this takes a “bite” out of the whole 
so that in applying a percentage to the remainder 
there is that much less to guess about. 


QUESTION: 


Your correspondent is curious as to why land 
and buildings should be valued separately. Surely 
in a built up property which is rented, there is only 
one stream of income from the property and not 
two, one from the land and one from the building. 


ANSWER: 


This problem will be clarified in future articles 
dealing with the “Income Approach to Value.” For 
the time being, we can say however that there are 
three main reasons for valuing land and building 
separately as follows: (1) It permits of the taking 
of two “bites” and so minimizes the chance of major 
error. (2) It puts the building and land in relative 
perspective and we can tell from this within wide 
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limits whether our estimates are reasonable or not. 
(3) It permits of computing a stream of income 
which will decline as the building wears out and so 
does away with that great fallacy of so many “practical 
appraisals” in which a straight line capitalization is 
employed, namely that the income will never decline 
but will continue at its current level forever. 


Editor’s Note: We are gratified to have been able to 


answer the above questions and hope that all readers 
will feel free to address their queries to the Appraisal 
Editor who will try to answer them. 
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Have you the Industrial Client 


For this Plant in Toronto Area? 


Usual Co-op terms 


, VERSEY CORFUE 
ANE ds ACAWADA) LIMITED 


o.e8! 






MADE TO ORDER 


Located in Port Credit (just west of Metropolitan Toronto) close by Seaway 
Ports and with quick access to all trunk highways, this modern plant of 
20,000 sq. ft. on 4 acres of land, has 4,000 sq. ft. up-to-the-minute office 
space, fireproof vaults, rest rooms, locker and lunch rooms. Plant area is 
14,000 sq. ft., 15 feet under the beam, serviced by 60 cycle 550 power. 
Private rail siding, 3 truck level shipping doors, with wide paved truck 
turning and car parking area. Excellent labor pool. Plant could be easily 
tripled in size. A seldom seen opportunity for light industry to establish 
with all the ready-made conveniences. 


Write or ‘phone— 
GEORGE E. BROWN LIMITED 
3048 Bloor St. West Toronto Belmont 1-2216 


For industrial clients moving to the Toronto area, consult us. We will 
supply the site, arrange building construction on either purchase or rental. 












DOES THIS 


Answer your Questions! 


What is the Canadian Realtor ? 


It is the official organ of the Canadian Association of @ it is the voice of organized real estate and will have a 
Real Estate Boards, the Ontario Association of Real profound influence in establishing the real estate business 
Estate Board and the Alberta Real Estate Association. on a professional basis. 


It is a monthly publication serving realtors in all 10 
provinces and carries news and activities of realtor 
organizations in each province. 


It is the sounding board of the Canadian real estate 
business and as such will be active in promoting legislation 
that will protect and benefit your business. 

It is dedicated to the service and increasing prosperity of 

realtors across Canada. IT 1S YOUR MAGAZINE 


Why your real estate Ad will pay off 


It will enable you to sell on a provincial and national @ The advertising of your name will establish Canada wide 
scale and bring to you transactions from outside your own business contacts and opportunities. 
territory. 


Your industrial, commercial and residential listings in this The Canadian Realtor is building an increasing circulation 
magazine perform a national co-op function. among American investment and real estate interests. 


Advertising Rates 


Advertising is divided into classified and display. 


CLASSIFIED — Column width, 2% inches. Cost per DISPLAY — A special one column (24% inches) by 
insertion $7.50 a Column inch. 10% discount on i : ; ; ‘ 
each additional inch up to and including 3 inches. 2 inches deep advertisement is available for pro- 
Cheque should accompany advertising copy. Adver- 
tisements should reach the publishers no later than 
the 7th of the month of publication. per issue. 


fessional card type listings at $16 per insertion 


OTHER DISPLAY RATES 


Per Insertion One Time 6 Times 12 Times 


One page ea , a a a a : ; $140.00 $125.00 $110.00 
Two-thirds page ‘ —_ naecoaeea 4 sabe hsta: by 118.00 104.00 99.00 
Half page , = 84.00 74.00 64.00 
One-third page eee Se ea ae Soot eee $4.00 57.00 54.00 
One-quarter page hes Siclaet ees : " 39.00 52.00 47.00 
One-sixth page a eee ae Baas 40.00 35.00 30.00 
Cne-eighth page 30.00 27.00 24.00 


Circulation 


The Canadian Realtor guarantees a minimum circulation of 
5,000 copies distributed to every member of Canadian Real 
Estate Boards, and to Canadian and American real estate 
investment firms. 


Deadline 


Display advertising copy to reach the publishers no later than the Ist 
of the month of publication. 


All advertising copy to be mailed to;— 


The Canadian Realtor 
Box 66, Toronto 18, Ontario 








